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The Lion and the Lamb have been 
traditional characters since Old ‘Testa 
ment times. “March comes in like 
a lion and goes out like a lamb” is the 
modern version 
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hearings before the Senate Banking 
and Currency Committee on the 


Volume 36, Number 9 


March 1952 °* 


FOOD FOR THOUGITI 
Departme nt of pertinent opinion 


\ REGULATION W 
\ word to the 


rIP FROM FL R 


questions of amendments to the De 


wis 
fense Production Act of 1950 and ni 
extension of the Act bevond its ex 
piration date of June 30, 1952. We 
expect much wind and bluster dui 
ing the first half of the month, pass 
ing over into a calmer period of trade 
winds near the end of the month. 
The Administration insists upon a 
two-vear extension. Our prediction 1S 
a one-vear extension with littl 
change in terms 


\ BANKER’S VIEW OI 
Bank of 


CONSUMER CREDII 


America Vice President E. A. Mattison 


N.C.F.A 
New 


GROUP 


service to 


INSURANCI 


members 


PLAN 


FIFTY YEARS O| 
Record of Hom 


SERVICI 


Finance Service 


AD FORUM MAGAZINE NOW 
tO ALL MEMBERS 


Quarterly Bulletin on advertising 


DISTRIBUTED 


Very 





EXPLAINING YOUR BUSINESS 


Understanding needed 


CAN YOU AFFORD 


Use your franchise 


lO STAY OUT OF POLITICS? 


\ GLANCE AT WHAT THEY RI 
Keeping up with people and ideas 


DOING 
buy United States 
Defense Bonds PERSONALITIES 

Gaylord R 


Lancaster 


ASSOCIATION ACTIVITIES 
Nebraska 


STATI 


Wisconsin 
CONSUMER FINANCE NEWS @ The con- 


tents of Consumer Finance News are protected 


LEXINGTON'S OLDEST FINANCI 


A Kentucky record ‘ 


INSTITUTION 


by copyright Reproduction in whole or part 
without express permission of the publishers 
1952, by the Na- 
tional Association— Pub- 
lished monthly by the Nutional Consumer Fi- 
nance Association Publication office 315 
Bowen Building, Washington 5, D. C. 


is forbidden Copyright, 


I'WENTY YEARS AGO IN THE NEWS 
Quotes from Personal Finance News of March 193 


Consumer Finance 


- 


SALARY REGULATION AMENDED 


Entered 


as second class matter at the post office, Wash- 
under the Act of March 3, 1879. 

With the exception of 
announcements, the Na- 


ington, D. C., 
Price $2.00 per year 
official 
tional 


Association 


Consumer Finance Association § dis- 


claims responsibility for opinions expressed 


and statements made in articles published in 
this magazine 





NEW MEMBERS Ol 


FOR YOUR 


\ lawyer's explanation of the change 


FEDERAL RESERVI 


Iwo appointees 


READING 


Economist's report reviewed 


BOARD 





Food for thought 


culled from here and there 








On the Cuff 


Consumer credit outstanding 
climbed another notch higher last year 
to end 1951 at $20.6 billion. But the 
less than 3° was smaller 
in recent years 


merease of 
than has been noted 


At the end of the war (1945) con 
sumer credit outstanding was only 
$5.6 billion 


There seem to be in American col 
leges these days many teachers who 
speak of the virtues of a centrally 
planned economy with the starry-eyed 
enthusiasm and the almost touching 
innocence regarding the realities of 
economic life and organization which 
were so apparent in British universities 
between the wars. ‘There are to be 
found in many American middle-class 
families talk of the supreme virtue of 
economic equality and signs of a sense 
of guilt that they are not as poor as 
some others—which is reminiscent of 
the conversations and attitudes of 
many British middle-class families as 
they fell under the sway of socialist 
propaganda in the early part of this 
century. 

There seems to be a growing con 
tempt for profit making, a growing irri 
tability with the untidiness, the tan 
gled ends, the pains of readjustment 
which a system of free enterprise 
makes inevitable as, in the course of 
progress, it continually bursts out of 
its skin to take a new form. And | 


A Regulation W Tip from F. R. B. 


Officials of the Federal Reserve Board 
have stated there is a widespread vio 
lation of the provision of Regulation 
W throughout the country and that 
the violations generally result from 


collusion between lenders and met 
chants 

According to the information mad« 
when customer 
purchase of an automobile, 
refrigerator or other 
ippliance does not have the necessary 
payment required under W, 
have resorted to marking 
up the purchase price of the item on 
the bill of sale or other papers so that 
when the makes a loan for 
the maximum amount permitted un 
der the Regulation there is sufficient 


nsummate the 


public, 
for the 


television set, 


a prospective 


down 
merchants 


lender 


cash available to ce 
deal 


The V.R.B 


a number of 


officials stated that in 
cases the lender is a 
party to the transaction in that he 
knows or has know the 
purchase price shown on the paper is 
hctitious It also stated that 
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reason to 


Was 


some lenders supply the merchants 
with loan applications and in many 
the loan manager or his 
SUPCTVISOI obtains a cash considera 
tion for his part in the deal 
Investigations are continuing and 
wherever it appears a lender has dealer 
contacts through whom he is making 
loans to purchase listed articles, close 
scrutiny will be made of all transac 
tions to determine whether the Stat« 
taken in 


instances 


ments of Borrowers werc 
good faith 
Ihe Federal Reserve Board 


three choices of action, as follows 


1. It may conduct a hearing for 
the purpose of determining 
vhether the Registration Cer 
tificate of the lender should be 
revoked. Loss of the Certificate 
of Registration would, of course, 
put the lender out of business. 


has 


It may seek an injunction 
through the courts against future 
violations. Under an injunction 
a lender would be in contempt 


begin to ask myself: is it conceivable 
that the American people, having pro- 
vided so strong a proof of the virtues 
of a free economy, are gradually be 
coming unaware of, or indifferent to, 
the secrets of their own greatness? 
Perhaps I am all wrong about this— 
I profoundly hope so. It would be 
odd and tragic if socialist ideas, like 
the movements of men, were destined 
to travel westward. 
—Professor John Jewkes, 
Oxford University. 


If every man, woman, and child in 
the United States were to go to the 
bank cach working day, five days a 
week, and deposit $2.00 to the credit 
of the government of the United 
States their total deposits would fall 
short of revenue enough to balance 
this $85 billion budget. ‘That's the 
extent of the tax load the American 
people are facing in the years ahead 
if the President’s budget requests 
mect with favorable consideration of 
the Congress. 
—Henry H. Heimann, executive 
vice president, National Asso 
ciation of Credit Men. 


of court if further violations were 
found 

It may refer the matter to the 
Department of Justice for crim 
inal prosecution 


Ihe Federal Reserve Board has 
wide powers of investigation, which 
include the right to conduct hearings, 
subpoena witnesses, records, etc., in 
order to determine whether violations 
have occurred. 

Every lender should check his oper 
ations to make certain that he is 
complying with the spirit as well as 
the letter of Regulation W. On a 
number of occasions, in spite of the 
fact that the National Consumer Fi 
nance Association is opposed to the 
whole idea of federal regulation of 
consumer credit, we have suggested 
extreme caution and care to see that 
you comply with the Regulation as 
long as it remains the law. A lender 
can do irreparable harm to himself 
as well as to the industry by failing 
to comply with the law. 





A Banker’s View of Consumer Credit 


By E. A. Mattison 


Mr. Mattison is executive vice president of the 
Bank of America. This is a slightly condensed version of his speech 
before California Loan and Finance Association. 


Mr. Mattison 





Within the present business genera 
tion, great changes have taken place 
in the field of consumer credit. 

The acceptance of instalment sell- 
ing by retailers and automobile deal 
ers in the World War I years, the 
formation of the sales finance com 
panies soon afterwards, and the start 
of organized reporting of consumer 
credit in 1929, make that year a good 
starting point for a survey of consumer 
credit. 

Taking 1929 as a starting point and 
comparing consumer credit outstand- 
ings at the end of that year to year 
end 1950, we find an amazing and 
significant story. 

Total outstandings for all consumer 
credit increased over threefold—from 
$6 billion to over $20 billion. 

Total instalment sales credit in- 
creased over threefold from $2.5 bil 
lion to almost $8 billion. 

But instalment cash loans increased 
ninefold from $643 million to over 
$5.5 billion. 

Capital funds of the 100 largest 
specialized finance companies have in 


creased 62 times since 1927; the 
capital funds of all our 15,000-odd 
commercial banks have increased less 
than fourfold in that period. 

The loan and finance companies 
are doing a great job. 


Close relationship 


On a nationwide basis, bankers and 
specialized finance companies operate 
in a very close relationship. Seven- 
teen per cent of all commercial bank 
loans in the United States were made 
to specialized finance companies. 

While we may be competitors from 
the sales standpoint, we are partners 
from the standpoint of public serv- 
ice, and collectively, we, along with 
the retailers and other agencies offer- 
ing charge and service credit, are 
jointly responsible in the public mind 
for our stewardship of consumer 
credit—one of the finest, most 
dynamic and constructive forces in 
American life. 

Let us so handle our affairs that we 
merit the continued confidence and 
a perpetual continuation of the fran- 
chise that the American public has 
entrusted to us. 


Federal Reserve Board figures 


Another mutual relationship is 
Regulation W or, more particularly, 
the Federal Reserve Board. 

The only figures we have to go on 
to measure development and change in 
the consumer credit field we have to 
take far what they are—estimates, and 
make whatever adjustments we can in 
the interests of truth, logic and 
reality. 

So let’s take a look at the latest 
estimates on consumer credit out- 
standing at the end of August 1951. 

TOTAL outstandings were $19 bil- 
lion. 

In my opinion, these total figures 
of the Federal Reserve Board defined 
consumer credit are grossly overstated. 


There is at least $5 billion of water in 
them. The whole _ non-instalment 
category should have been thrown out 
long ago. I expressed this view in 
some detail at a meeting of the Ameri 
can Industrial Bankers Association 
here in Los Angeles in June 1950. 

At that time I was in favor of trim 
ming off a mere $2 billion from the 
$19 billion that were outstanding at 
that time. Now I am inclined to go 
further because, while the Federal 
Reserve Board has made some down 
ward adjustments in their estimates 
since then, I do not think they have 
gone far enough. 

Specifically, it does not seem to be 
reasonable to have telephone; gas and 
electric bills; the purchase of com 
mercial cars, vehicles and trucks; term 
loans for small business, most of them 
capital loans; retail charge accounts; 
doctors’ and dentists’ bills, all included 
in consumer credit. If there is a need 
for reporting estimates on these loans, 
why not set up a new category—‘Per 
sonal and Business Accommodation 
Credit”’—and place them in_ it 
Single payment loans should, by the 
same token, be added to the com 
mercial loan category, because there 
is little justification for the inclusion 
of these almost entirely business loans 
in consumer credit figures. 

It was very gratifying to see a story 
in American Banker for October 31, 
1951, a front-page story, too—head 
lined “Representative Tackett Asks 
Martin for Answer to ‘Bloated’ Con 
semer Credit Figures.” 

“Critic of Reserve Board” 

The article went on to say that the 
Arkansas Congressman, who has been 
a persistent critic of the Reserve 
Board, charges that the use of the 
“bloated” $19 billion totals “are noth- 
ing more than attempts to persuade 
the American public that Federal con 
trols’ over consumer credit are needed. 

Fortunately, the Representative 
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from Arkansas is not alone in his 
fight, because I am sure that you as 
individuals, your state associations, and 
your national associations are joining 
with the Retail Credit Institute of 
America and the National Foundation 
for Consumer Credit to see that jus 
tice is done in this field, as far as 
unbiased and realistic reporting is con 
cerned 


No cause for alarm 


But even if we accept the Federal 
Reserve Board’s figures and compare 
them to basic national 
business indicators, we still cannot sec 
the cause for alarm which the Board 
is so fond of proclaiming 

In this case, I am going to use three 
comparative dates 

Year-end 1940—the end of the re 

cession decade and the start of our 

rearmament program; year-end 1949 

the vear of our buyers’ market, 

and mid-year 1951. 
and first compare total consumer 
credit outstanding with disposable 
personal income, and then with total 
personal liquid assets. 

On this basis, consumer credit 
equaled 12% of disposable personal in 
come in 1940, 9% in 1949, and only 

7% at the end of June of this year. 

Compared to personal liquid as 
sets, consumer credit ratios were: 18% 
in 1940, 11% in 1949, and 9% at 
the end of June 1951. 

These are interesting comparisons. 
If time permitted, we could examine 
them carefully and from them draw 
some significant conclusions. But I 
think the main points are immediately 
apparent 


some of our 


1—People are not borrowing in pro- 
portion to their income 

2—People are saving faster 
they are borrowing. 


than 


Perhaps the best over-all confirmation 
of these views is in two final com 
parisons 
1—Between vear-end 1940 and mid 
vear 1951, consumer credit 
outstanding increased 137% 
2—Between those two dates, dis 
posable personal income in 
194% 


4 reased 


Public's view distorted 


In the face of these comparisons, I 
think we are only being fair to ou 
selves if we ask a blunt question. Who 
sends up the smoke that occasionally 
distorts the public’s view of our busi 
Who ignores our positive con- 
tributions to the growth of America 
and so frequently tries to put us on the 
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ness? 


Does this feeling come 
. . from 


defensive? 
from within our own ranks 
finance companies or banks? 

No, I am sure we are all united on 
the value of our services. 

Does it come from manufacturers? 
No. Does it come from retailers? No. 
Does this feeling of animosity to- 
wards consumer credit come from the 
public as a whole? No. 

The people know that consumer 
credit has been an asset to the coun 
try. It is only in our own country 
that average people can accumulate 
possessions that are a part of modern 
living. By building up the sales of 
industries, we have made _ low-cost 
mass production possible, and indus- 
try, operating im our competitive 
economy, has passed these savings on 
to the consumer. 

Let’s look a bit further in 
search for critics. How about our 
customers? Do they complain? No! 
Occasionally perhaps of some mal 
practice but not of consumer credit 
as such. 


our 


Social workers indorse 


Now let’s take an extreme case. Do 
social workers oppose consumer 
credit? ‘There was a time when we 
might have said among ourselves that 
social workers were ranked with our 
opponents. But not anymore, be 
cause here is a report, made at the 


request of the Joint House and Sen- 
ate Committee on the Economic Re- 
port, by a conference group of nine 
national voluntary organizations un- 
der the auspices of the National So- 
cial Welfare Assembly. This group 
was considering a very vital question: 
“Making Ends Meet on Less Than 
$2,000 a Year.” To do this they 
made a careful study of 100 low-in- 
come families throughout the coun- 
try. 

Their report spells out a new basis 
for consumer credit, because, for the 
first time, a non-industry source has 
publicly spoken up in behalf of the 
“magnificent adventure” that con 
sumer credit—and only consumer 
credit—makes possible for families 
in even the lowest income brackets. 

Now, I do not condone and I know 
you do not evndone, rash, improvi- 
dent spending. But I think we have 
to agree with the authors of this re 
port. And who are the authors? 

The National Social Welfare As- 
sembly, the American Association of 
Social Workers, Council of Jewish 
Federations and Welfare Funds, Fam- 
ily Service Association, National Child 
Labor Conference, National Federa- 
tion of Settlements, National Confer- 
ence of Catholic Charities, National 
Travelers Aid Association, National 
Urban League (Negro), and the Sal- 
vation Army. 








“As your superior at the bank, Caldwell, 
| believe I’m entitled to the lower” 











Surely this is a good group to have 
on our side, because, seeing as they 
do the end benefits of consumer 
credit as a means of enabling even 
the lowest income groups to share 
in the “magnificent adventure” of 
American life, I am sure we can take 
for granted their tacit support of 
properly administered consumer credit 
for the remainder of our more for- 
tunate consuming groups. 

Now this has been a process of 
elimination in order to try to locate 
the source of the infection that per 
sistently tries to poison the life stream 
of consumer credit. 


Opposition forces 


We have systematically eliminated 
almost every group in our national life 
except one: the muddled thinkers and 
bureaucrats, both inside and outside 
our governmental structure, who can 
not resist meddling with a beneficial 
economic force that they do not seem 
to be able to understand. 

I think we all agree as to the source 
of the opposition we face in so many 
different forms, but now that we 
have identified them, what shall we 
do about the situation? 


Two necessary steps 


First, continue to use our best mis 
sionary efforts to convert them to our 
way of thinking. The work has to be 
continuous, and at the same time we 
must actively oppose any unwarrant 
ed attempts to sabotage or minimize 
the role that we collectively play in 
American business and family life. 

Second, we must make sure that 
nothing we do gives our present 
critics any ammunition. While we 
can draw many statistical and prac 
tical comparisons that prove to us at 
least, that consumer credit is a fine 
and important part of American life, 
the public at large is more or less deaf 
to industry horn blowing. They have 
a shrewd habit of judging on per 
formance, so, regardless of all the 
good we may have done in the past 
if we fail to deliver in the present, 
past benefits are forgotten and we are 
held to account for what might weil 
be some trivial act, but which hap- 
pened yesterday and so is both con 
troversial and newsworthy. 


Importance of little things 


You may wonder why I am sud 
denly going into reverse and talking 
about the importance of little things 
in the public relations field when I 
have just finished saying that the peo- 


ple approve of us. For this reason 
Individually, our customers may ap 
prove of us, but they are not a homo 
geneous group. That means that most 
of the time they blend in with the 
rest of the public and consequently 
cannot be treated as a bloc of any sort 
such as “farm” or “labor,” etc. 

This, then, is our public relations 
challenge. ‘To meet it we must re 
move negatives from the public mind 
and replace them with positives. We 
have a big negative to start off with— 
by and large, a debtor does not love 
his creditor. He may use his services 
and his money again and again, but 
deep down inside, he does not like 
him. 


Changed conditions 


I am not going to go into an his 
torical discourse on lending and the 
gradual replacement of the term 
“usury” with the far more gentle 
word “interest.” But if you will look 
back to the not-too-distant days when 
personal loan brokers were labeled 
“Joan sharks,” I think you will get 
my point. 

The change from the days when 
that sort of condemnation might have 
been justified is pretty well illustrated 
by your own credo: “financial service 
consistent with public service,” and 
by your own standards of conduct. 
But declarations of policy alone will 
not do the job. They must be spelled 
out by performance and self-regula 
tion that will be the finest possible 
barrier to arbitrary outside regulation. 


Unknown future 


If ever there was a time when the 
present was filled with unknowns, this 
is it. But there is no use of our look 
ing ahead, planning ahead, if we are 
going to be forever intimidated by fu 
ture events in either the national or 
the world scene. Granted that we 
are faced with world uncertainties, a 
mobilization program of uncertain but 
expanding proportions, and a tax bur 
den that is approaching the fantastic, 
what lie: ahead? While I, as well as 
you, would like a moving picture of 
the future, we shall have to settle for 
a snapshot of the present, on which we 
can perhaps trace the shadow of 
things to come. 

There are a few basic indicators 
that show just how much we have to 
work with. 

Now lIet’s look at basic America 
We have a population of 155 million 
people with a further increase in sight. 
We have 52 million spending units, 


with more in prospect. Right now, 
employment is at an all-time high, 
with over 63 million people at work. 
By next spring, if Secretary of Labor 
Tobin is any sort of a prophet, we 
should have 68 million at work. 


“Personal income” 


Our personal income for this year, 
as of the end of June, was at the rate 
of $250 billion a year. Our industrial 
productivity, the great secret of our 
whole competitive economy, increased 
8% this year over last year. ‘This 
gives us the ability to support increas 
ing defense production, at the same 
time that we will have increased civil 
ian production, barring some curtail 
ments and shortages 

We should be able to pay old debts 
and contract new ones, save money 
and buy savings bonds. And in spite 
of taxes and inflation, people will be 
able to spend more money on discre 
tionary purchases than ever before. 

Let’s take a quick look at some of 
the national estimates at the end of 
June. 


Personal income (already 
mentioncd ) $250 

—taxes 27 

Disposable personal in 
come 

—savings 

POTENTIAL PER- 
SONAL CON 
SUMPTION 


It will take half this amount to 
equal a 1940 standard of living, even 
allowing for such inflation as we have 
had so far. The amount left over is 
for spending for a better standard of 
living. ‘This is the target for Ameri 
can business. 

This is your assurance that consum 
er credit will still have a market, and 
the consumers will still buy, borrow 
and repay—provided new taxes do not 
come along to eat into what is left. 
Ihat’s not too bad a future, is it? 


billion 


$202 





There is a big difference between a 
mere desire to do a thing and a burn 
ing passion to do it, a determination 
to accomplish it at any cost. A mere 
desire is like warm water in a loco 
motive—it will never produce steam. 
It takes fire and force and enthusiasm 
to generate the steam that propels the 
successful character. 


—Sunshine Magazine 
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N. C.F. A. Group 


Insurance Plan 


Group Life Insurance for Employees Is Now Available 


The National Consumer Iinance As 
sociation group insurance plan became 
effective February 1, 1952. Over one 
hundred fifty companies had enrolled 
1s participants in the plan prior to the 
effective date and over one thousand 
employees were covered by group life 
insurance as of that date 

Group life insurance for employees 
of member companies has been under 
consideration for several years. Most 
of the larger companies have provided 
life insurance for their employees un 
der group plans. ‘The smaller organi 
zations have wanted to provide similar 
protection for their people but found 
that state laws required a minimum 
group of 25 or more employees before 
a group plan would be permitted. 
Investigation revealed that nearly all 
states permitted a group insurance 
plan to be made effective for members 
of an industry united in a trade asso 
ciation. All states which have adopted 
and are operating under the Uniform 
Small Loan Law, excepting Ohio and 
Oklahoma, authorize such group insur 
ance plans to operate. 
seemed possible to set up such a plan 
through National Consumer Finance 
Association. Did our members want 
it? 


Demand for service 


In response to a 
about two hundred member companies 
said they did want such a service. Ray 
E.. Vester of Mutual Loan Company, 
Charles Dougherty of Budget Plan 
Corporation, and M. E. Patrick of 
Federal Discount Corporation were 
appointed as a Group Insurance Com 
mittee to explore the field and to make 
1 recommendation. Marsh & McLen 
nan, Inc., of New York, largest insur 
ance consultants, gave valuable advice 
and assistance. Plans used 
fully by other industries were studied, 
rates and costs were analyzed and ex 
tent of coverage considered. Any 
plan considered had to be tailored to 
fit the needs and conditions of our in 
dustry and be acceptable under insur 
ance laws and regulations of the states 
where our companies operate. Some 
desirable features such as health and 
accident, hospitalization and pension 
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questionnaire, 


success 


Hence _it- 


plan coverage were not feasible or 
adaptable to our situation at this time. 
I'he committee decided to recommend 
a term life insurance group plan to be 
operated by a board of five trustees and 
underwritten by The John Hancock 
Mutual Life Insurance Company of 
Boston, Massachusetts. 


Report to convention 


The committee made its report to 
the annual convention meeting of the 
membership of the Association at 
White Sulphur Springs, West Vir 
ginia on September 29, 1951. The 
report was approved and the members 
adopted the N.C.F.A. Group Insur 
ance Plan as an Association project. A 
Trust Indenture was drafted and ap 
proved by counsel for the Association 
and by the underwriters. The Trust 
was created under the laws of the Dis 
trict of Columbia where the national 
headquarters are located in the City 
of Washington. Ray E. Vester, I. 
Uchr Brisbin, John T. Snite, Paul L. 
Selby and Evelyn Berkeley were 
elected Trustees. Ellen Carey, long 
associated with the National Con 
sumer Finance Association office, was 
clected and employed by the Trustees 
as Assistant Secretary and Assistant 
I'reasurer to handle operating details 
of the plan 


Rapid enrolment 


After notice to members, applica 
tions for enrolment in the plan came 
in rapidly and assured the wide par 
ticipation required to make the plan 
successful. 

At this point a delay was encoun 
tered pending approval of the plan by 
the Wage Stabilization Board and by 
the Salary Stabilization Board. Peti 
tions were filed promptly with each 
Board but approval to institute the 
plan was not forthcoming until after 
a General Order of December 23 
and specific approval in our cases on 
January 24. ‘The Trustees then en 
tered into a Master Policy Contract 
with The John Hancock Life Insur- 
ance Company and announced the 
plan to be effective on February 1, 


1952 


Eligible members 


All Association members except 
those in Ohio and Oklahoma, as pre 
viously mentioned, whether operat- 
ing as firms, corporations, or sole 
proprietors are eligible to participate in 
the Plan. The N.C.F.A. and all state 
associations which are associate mem- 
bers of N.C.F.A. are eligible to par 
ticipate in the plan as to their full 
time employees. 

All active proprietors, owners, and 
full-time employees of member firms, 
and full-time employees of National 
Consumer Finance Association, and 
full-time employees of state associa 
tions which are associate members of 
N.C.F.A. are eligible for insurance 
provided the member firm or associa 
tion is a participant in the Plan. 

If an eligible individual is not ac 
tively at work on the date he would 
otherwise become insured, his insur 
ance will become effective on the day 
he returns to work. 

Individuals on part-time employ 
ment or casual workers will not be 
considered as employed full-time. 

All new employees of participating 
members will be eligible on the first 
day of the month following three 
months’ employment. 

The Schedule of 


follows: 


Insurance is as 


Classification By 

Annual Earnings 
Less than $3000 
$3000 but less than $6000 
$6000 and over 


Amount of 
Life Insurance 
$1500 

3000 

5000 


Gross cost 


The Plan is non-contributory on the 
part of employees; the full cost will be 
paid by participating employers. 

The gross cost of the Life Insurance 
to each organization will be deter 
mined monthly by the amounts of 
insurance in force on its eligible indi 
viduals according to the “Schedule of 
Insurance.” 

At the inception of the Plan, and 
lacking accurate information on_par- 
ticipation in the Plan as to individuals, 
amounts of insurance, ages, etc., it is 
necessary to estimate the monthly con- 
tribution per $1,000 of Life Insurance. 





The estimated monthly contribution 
is 90 cents per $1,000. 

The Committee believes the con 
tribution of 90 cents per $1,000 of 
insurance 18 a conservative estimate. 
However, when full personnel data can 
be calculated participating firms will 
be advised of actual contributions to 
be used in place of the estimated 90 
cent rate A fair future estimate 
would be that the above rate will not 
vary 10% either way. 


Net cost 


On each anniversary of the Effec 
tive Date, the Insurance Company will 
review the experience of the Plan and 
any Dividends earned will be paid to 
the Trustees, to be used in accordance 
with the provisions of the “Trust 
Agreement.” 


Insurance policy and certificates 


Complete terms of the Group In 
surance coverage will be set forth in a 
Group Insurance Policy to be issued 
to the ‘Trustees by the John Hancock 
Mutual Life Insurance Company and 
individuals becoming insured will each 
receive a Certificate of Insurance. 

In order to provide for the cost of 
installing the Plan and to create a re 
serve fund for contingencies, members 
are required to pay a sum equal to 
twice the first month’s estimated pre 
mium with their enrolment. There 
after, premiums are billed monthly at 
the initial rate of 90 cents per $1,000 
of insurance coverage. Death claims 
will be paid by the insurance company 
through the ‘Trustees at the National 
Office. In order to collect claims it is 
only necessary to forward a complete 
claim form to the Trustees, who in 
turn will clear these through the John 
Hancock Group Office, Washington, 
D. C., and payment will be facilitated 
The insured employee designates his 
own beneficiary or beneficiaries under 
the Plan. 


Success assured 


The success of the Plan is assured 
by the large enrolment of member 
companies as of the effective date. 
Many more member companies should 
take advantage uf the opportunity af- 
forded by the N.C.F.A. Group Insur- 
ance Plan and enroll as participants 
therein in order to provide the group 
insurance protection to their employ- 
ees. Enrolment cards and a booklet 
explaining the Group Insurance Plan 
have been sent to the members of the 
Association. ‘The National Office of 
the Group Insurance Trust is located 
in Suite 315, Bowen Building, Wash 


ington 5, D. C., and further informa 
tion about the plan will be furnished 
promptly upon request to the Trustees 
at that address. 

Another great trade association serv 
ice is thus provided through the 
N.C.F.A. Group Insurance Plan. All 


cligible members should take advan 


tage of it promptly. Further enrol 
ments will be accepted during Febru 
ary, March and April of 1952. There 


after the plan will be reopened for 


additional enrolments only once in six 
months 


JOIN NOW! 





Fifty Years of Service 


Jules Heymann, Supervision Director, presents a plaque from the personnel of Home 
Finance Service to Messrs. Leo and Henry Heymann, commemorating the 50th anni 


versary of the founding of the company 
of the founder, looks on. Left to Right 


Leo I 


-Henry Heymann, Secretary-Treasurer; Leo E 


Heymann, Manager, and grandson 


Heymann, Manager; Leo Heymann, President; Jules Heymann, Supervision Director 


Home Finance Service, operating 20 
offices in the State of Louisiana, is 
celebrating its golden anniversary this 
vear 

The company was founded in 1902 
by the late Henry L. Heymann; and 
his two sons, Leo and Henry Hey 
mann, have developed the company so 
that it is now the largest, as well as the 
oldest of its kind founded in Louisiana 
Leo E. Heymann, son of the presi 
dent, represents the third, generation 
of financial service introduced by his 
grandfather. 


First of its kind 


The founder was the first to intro 
duce monthly payments on loans in 
the area served by Home Finance 
I'he company has in its possession a 
clipping from the local newspaper of 
January 19, 1902, in which it is stated 


that the company is the first of its 
kind and is a welcome addition to 
banking and commercial circles 


Plaque presented 


In ceremonies at the Executive Of 
fice in New Orleans, Messrs. Leo and 
Henry Heymann were presented with 
an inscribed plaque from the person 
nel of the company. Special awards 
were made to Jules Heymann, super 
vision director, and to Frances Smith, 
cashier, for 20 years of service. 

Leo Heymann, president, is a mem 
ber of the Board of Directors of the 
NFCA, chairman of the Board and 
member of the Executive Committee 
of the Louisiana Consumer Finance 
Association, treasurer of the New 
Orleans Better Business Bureau, and 
member of the Board, New Orleans 
Retailers’ Credit Association. 
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Ad Forum Magazine 
Now Distributed to All Members 


Member companics were probably 
uniformly delighted to 
January issue of the Advertising Forum 
magazine along with the news that 
both the magazine and membership in 
the Forum were now being provided 
without additional charge to all As 


sociation members 


receive the 


New service to members 


Under the new plan, one 
from cach company is designated as 
official member of the Advertising 
Forum and will receive the magazine 
automatically Additional copies of 
the magazine will be sent to person 
nel, printers and advertising agencies 
upon request, at the cost of $2.00 per 
Many companies 


pe ron 


innual subscription 
have already requested that the maga 
zine be sent to their key personnel and 
suppliers of advertising 


Magazine developed 


Ihe magazine itself was first edited 
by Newell Schwin, director of ad 
vertising, Hlouschold Iinance Cor 
poration, under whose direction a 
triking format and editorial content 
were developed The Forum has re 
ceived notice as one of the finest tradk 
entirely de 


issoclation magazines 


voted to advertising 


New features 


Interesting features that made their 
bow in the January issue included 
Pix Quiz,” edited by Charles | 
Stoltz, advertising manager of Inter 
state Finance Corporation, in which 
the Inquiring Photographer’ ob 
taims opinions from experts through 
out the country on such problems as 
lor how long a period of time should 
i former borrower be solicited by mail 
udvertising after he has paid off his 
last Another feature 
a two-page spread, edited by Gordon 
Bryan, advertising supervisor, Pacific 
Finance Corporation, which displays 
techniques and ideas of immediate usc 
to practically all Forum 
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account?’ was 


subscribers 


Beneficial results 


The existence of the Advertising 
Forum and its magazine are expected 
to have long term beneficial results, 
especially from a public relations point 
of view. Many people believe that 
there has already been a general im 
provement in the industry’s adver 
tising due to the professional interest 
created by this new activity of the Na 
tional Consumer Finance Association. 
Syndicated printers are proving espe 
cially anxious to meet the high stand 
ards of the Advertising Forum. The 
appearance of national advertising au 
thoritics on the convention programs 
has also created new good will and 
understanding for consumer finance 
\ very tangible but unheralded evi 
dence of the Advertising Committee's 
work of its Advert 


success lies in the 


tising Practices and Ethics Committee. 
Without wielding any “censorship” 
authority, this committee, by the use 
of persuasion and common sense, has 
handled satisfactorily dozens of cases 
of undesirable advertising. 


Service to industry 


The Advertising Forum looks for 
ward to a broad program of service to 
the industry. A noticeable example 
to bear in mind is the Financial Pub 
lic Relations and Advertising Associ 
ation of the commercial banks. A 36 
year-old organization, it publishes a 
monthly magazine, largely devoted 
to improvement of bank advertising, 
which is considered to be a leading 
factor in the development of the high 
level of public and consumer accept 
ance presently enjoyed by banks 
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“Of all the dumb secretaries... | told 
her to go out there and brush him off!” 

















Explaining Your Business 


If business is to be saved, it must be 
explained. 

That’s the theory behind a vast 
new educational program which is 
going on in America. 

In other words, the theory is that 
the only salvation of the free, com 
petitive enterprise system lies in im- 
parting to the man in the street an 
understanding and appreciation of the 
businessman’s problems, his goals and 
his contributions to the general wel 
fare. 


Chamber of Commerce program 


The program is called, “Explaining 
Your Business.” It is sponsored by 
the Chamber of Commerce of the 
United States The purpose is to 
equip individual businessmen to ex 
plain their own businesses to their 
own employees in terms the employ 
ees can readily grasp. 

This technique has been demon 
strated to have two big advantages 

1. Employees have a natural in 
terest in their own company; they 
are willing and often anxious to hear 
the company’s story; they are familiar 
with and usually have confidence at 
the outset in at least part of the com 
pany’s operations; by understanding 
of their own company better they be 
gin to appreciate the business system 
generally. 

2. Once employees are made to 
recognize the merits of free enter 
prise, the job of public education is 
largely accomplished. 


Week-long seminar 


After conducting several one-day 
“Explaining Your Business” confer 
ences in various parts of the country 
to interest businessmen in the pro 
gram, the Chamber recently tried a 
new approach—a week-long seminar at 
which 55 leaders from 16 
states secluded themselves at the Mid 
Pines Lodge in North Carolina, rolled 
up their sleeves and tackled the prob 
lem intensively, without interruption. 

All agreed later that the time was 
well spent. 


business 


Employee surveys 


Presented for study were the results 


of a survey of 10,000 employees in 
seven different companies. 

One question asked of the employ 
ees was, “What would you say has 
done the most to improve living stand- 
ards in this country?” 

Before the facts about machinery 
development were given, 60% felt 
that better tools and machinery were 
responsible. After the facts, 89% 
reached the right answer. 

Another question asked was, “After 
a company has paid for materials, 
taxes and other costs, who would you 
say gets the larger share of money left 
over, employees or owners?” Before 


given the facts, 57% said employees; 
after hearing the facts, 85% believed 
employees received the largest share. 


Human relations 


The National Chamber feels that 
cconomic education is not the entire 
answer to developing a better under 
standing of American business. ‘The 
element of human relations, accord 
ing to the Chamber, contributes most 
to compatibility between employees 
and employers. One way of strength 
ening this relationship is by striving to 
satisfy certain basic needs opportu 
nity, recognition, participation and sc 
curity 

A social scientist with the Mutual 
Security Agency, Dr. David Rodnick, 
expounded this theory at the Seminar 

Dr. Rodnick said that Americans 
have always wanted a close identifica 
tion with the concerns they worked for 
and with the reputation of the prod 
ucts they made. They want a sense of 
importance, a feeling of accomplish 
ment, and a belief that they are help 
ing to achieve a higher goal for them- 
their children, their com 
munity and their countrv, he said. 


selves, 


Magazine poll 


“Work is only a means for satis- 
fying a man’s needs as a human be 
ing. Yet a Fortune magazine poll 
taken in 1947 indicated that 50% of 
American employees were unhappy 
and disinterested in their jobs; on the 
other hand, 90% of the executives 
found pleasure in their work. Unless 
the interest of employees can be 


aroused,” he said, “higher wages and 
explanations of a company policy will 
mean little to those who find them 
selves frustrated as human beings.” 

He stressed the point that man 
agement must have a sympathetically 
receptive group of employees as an 
audience. “Management must iden- 
tify its aims with those of its em 
ployees and must be able to define the 
areas of interest that management and 
labor share,” he said. 

“This means,” he said, “that a 
business must NOT be explained 
strictly in terms of management’s in 
terests, but as a common enterprise 
in which both will gain when the 
business prospers.” 

The Chamber advocates methods of 
telling the employers’ story through 
such devices as employee meetings, 
films, letters, house organs, annual 
reports and bulletin boards. 


House organs 


John A. Jones, Director of Publica 
tions and Publicity at Weirton Steel 
Company, West Virginia, was one of 
the principle speakers at the Mid 
Pines Seminar. He said that house 
organs are a social necessity. 

“This is because management owes 
it to the community and its employ 
ees to keep them informed on com 
pany policies, progress and perform 
ance,” Mr. Jones said, “and to keep 
them informed in writing.” 

He felt that management must rec 
ognize that a soundly edited employee 
publication is the logical way to carry 
on an exchange of information and 
confidence with employees 

“It is a two-way street,”” Mr. Jones 
said. “Information travels in both di 
rections. And knowledge comes before 
loyalty a fact we learned long 
ago at Weirton Steel. Result num 
ber 1: We have a good information 
program. Result number 2: We have 
not had a strike of any kind in over 
18 years.” 


Communications program 


David Bach of Rochester, Minne 
sota, told how profits from his music 
shop rose 27.6% in two years after 
he developed an employee communi 
cations program. 

Mr. Bach employs 19 persons 
When he and his brother bought the 
shop from their father, they only had 
four employees. 

In a survey he conducted before 
starting his employee meetings, he 
learned that 22% of the employees 

Continued on page 16 
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Can You Afford 


to Stay Out of Politics? 


by Ernest T. Weir 


Indifference to politics, says the Chairman of the 
Board of the National Steel Corporation, is an extravagance 
that will almost surely cost us money and may cost us 


our freedom and our very lives 


many Americans take only a 
casual interest in politics. Whatever 
interest they do have is likely to build 
up to a peak during election campaigns 
in which they participate with some 
thing of the attitude of spectators at 
a horse race or football game—with a 
momentary excitement, but with no 
real conviction that the outcome will 
a vital bearing on their future 
lives. Between elections, politics is 
pretty well dismissed from their minds. 

I'hroughout our history this indif 
ference to politics has worked to the 
disadvantage of our country he 
ictive and informed participation of 
citizens in political processes is an 
essential element of the representa 
tive republican form of government 
we have in the United States. In past 
times, the bad effects were not too 
pronounced, because the power of 
government was confined to the orig 
inal limits set out for it bv the Found 
crs 

Today the picture is entirely dif 
ferent. Politics has now become a 
matter of paramount importance to 


loo 


have 


everyone. It should be recognized 
and dealt with as such by every think- 
ing man and woman. 

A woman goes toa department store 
to buy a refrigerator. She finds that 
substitute materials have replaced 
some of the materials normally used 
in the manufacture of refrigerators. 
I'he substitutes are there as a result 
of political decisions. 

She stops in at a market and finds 
that meat is a few cents per pound 
higher than the day before—again as 
a result of political decisions. 

Her family is considering the pur- 
chase of a new automobile, and she 
finds that the amount of the down 
payment and the length of time al 
lowed for payment in full are estab 
lished by government regulations. She 
is painfully aware that federal taxes are 
taking a bigger and bigger share of 
the family income and that state and 
local taxes are much higher than they 
once were. A son is seeking employ- 
ment; to get the job he wants, he 
finds that he must join a union re- 
gardless of whether he wants to or 


FEDERAL DEBT 


1869 [2.2 BILLION 


(After Civil War) 


SOURCE: U. 5S. TREASURY 


1919 NG +25.2 BiLion 


(After World Wart) 


1929 TERE si6.6 6 BILLION 


Boom Year) 


1939 EEE 539.9 BILLION 
(Pre-World War BILLION 
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not. Before he gets the job, some 
morning mail may bring him a notice 
that he must enter military service. 
This means that his first destination 
will be a training camp and his ulti- 
mate destination Korea perhaps, or 
Germany or some other far-off place. 
All these things are the result of polit- 
ical decisions. 

I am offering the above simply as 
examples of the many hundreds of 
ways in which government (or if you 
prefer, politics) has extended its con- 
trol over the individual—in the 
marketplace, on the job, and in the 
home—to an extent beyond the 
farthest reach of imagination a gen- 
eration ago. 

Conversely, while the power of 
government is being expanded so 
greatly that the citizen bumps into 
it at every turn, government, itself, is 
becoming increasingly more remote 
from the individual citizen and less 
susceptible to control by him. This is 
due to the fact that government op- 
erations have become so vast and 
complex that it is more and more dif 
ficult for the citizen to know what is 
going on in government and why. 

This has given many who have a 
sincere regard for their responsibility 
as citizens a feeling of helplessness. 
Even you may have asked, ““What can 
I do about it?” 

There is plenty you can do. 

The first thing is to clarify, for 
yourself, your own philosophy of gov- 
ernment. 

Once you have done this, you have 
in hand the means by which to meas- 
ure political parties, candidates, legis- 
lation, and government activity in 
general. This will help you to take 
your stand regarding which you should 
be for and which against. 

But merely to know where you 
stand is not enough. To be politically 
effective, you must take political ac 
tion. Here are some of the things you 
can do: 

Prepare yourself to vote intelligently 
by knowing something about the can- 
didates and the issues. 





Vote and persuade others to vote. 

Between elections, keep abreast of 
important issues in nation, state and 
locality. Make up your mind about 
them, be outspoken, help form the 
public opinion which usually deter- 
mines what is done about them. 

Follow the records of your senators 
and representatives. Write to them. 
Let them know of what you approve 
and disapprove. 

Find out who is really electing your 
community officials and  congress- 
men. Are candidates recruited from 
the better elements or from racketeers 
and professional politicians? If the 
latter, join an organization that is 
working to correct the situation; if 
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none exists, form one. 

If you do these things, you will be 
at least ten times as active politically 
as the average citizen. Obviously, 
it will take time, thought and effort. 
But this is the price we must pay for 
the privilege of American citizenship. 
Only through widespread, intelligent 
and continuing participation in polit- 
ical activity by individuals with no 
particular ax to grind can we maintain 
the traditional American principle of 
citizen-controlled government rather 
than government-controlled citizens. 

I do not believe there is or should 
be any particular “women’s interest” 
in politics. Both women and men 
have exactly the same great stake and 
responsibility as citizens. 

In these days when politics controls 
so much of our lives, and, in the great 
issue of war or peace, may actually 
determine whether some of us shall live 


or die, both the stake and the respon- 
sibility are exceedingly great. Indif 
ference to politics today is a costly 
extravagance. Active and intelligent 
participation in politics is something 
we all owe to ourselves, our families, 
our communities, our country and the 
entire world. 
—Independent Woman. 





Tax Deduction Talk 


It isn’t news when a house maga 
zine carries a summary of some item 
from the public press. It is news when 
one of the country’s largest metro 
politan dailies, with a circulation ex- 
ceeding two and a quarter million, uses 
its editorial column to recap an article 
from a company publication. 

Reversal of customary procedure oc 
curred in the case of a feature appear 
ing in November-December Better 
Living, internal organ of E. I. du Pont 
Nemours & Co., Wilmington, Dela 
ware. 

House magazines all over the United 
States have been highlighting the prob 
lem of high federal taxation recently 
Editor Leavitt S$. White’s treatment 
of the subject, however, has brought 
it down to an extremely personal level; 
has focused readers’ attention on the 
place where the shoe pinches most. 

To drive home his point, he has 
printed workers’ replies to the ques 
tion of how they would like to spend 
the money they now pay out in taxes 
On November 19, New York tabloid, 
the Daily News, picked up the feature; 
remarked gloomily: “The answers, we 
think, were at once interesting, sadden 
ing, and grimly remindful of what 
Truman’s taxes are doing to the long 
boasted American Way of Life.” 


w to Save $14.4 Billios 


THE AVERAGE FAMILY’S SHARE 
OF THIS DEBT IS $5,860 


A du Pont traffic supervisor, for ex 
ample, declared that his income tax 
would put his children through college 
without necessitating the sacrifice of 
his old-age savings. A young married 
man, whose wife also works, says they 
could use their combined taxes to carry 
payments on a home. A stenographer 
would use the more than thirty dollars 
deducted from her salary each month 
to buy a fur coat. A man whose tax, 
with overtime, sometimes runs nearly 
fifteen dollars a month although he 
has four small children, would like to 
use this money to buy a dishwasher. 
Then there is the young couple who 
figure that the husband’s present in 
come tax deduction would easily pur 
chase their living room furniture in 
less than a year. 

‘‘Depressing?’’ asks the News. 
“We'll say. It’s a thumbnail sketch 
of what is happening to people brought 
up in the American belief that if you 
work hard and use your head in this 
country you can get yourself and fam 
ily more and more of life’s better 
things.” Concluding the editorial is a 
blunt statement that the company was 
too tactful to ask these employees: 
“Did you vote for Mr. Truman in 
1948?” and “Do you intend to vote 
for Mr. Truman or any other so-called 
Fair Dealer in 1952?” 

In his lead paragraph, Mr. White 
points up a fact which management in 
general has long deplored. “On pay 
day, few employees even glance at the 
tax deductions itemized on their check 
stubs, little realizing how they mount 
up over the weeks and months.” The 
Better Living feature should certainly 
change this situation, bringing about 
an increased tax-consciousness on the 
part of du Pont employees. 

—Reprinted from Stet. 
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Hoke T. Maroon, 


member of the Board of Directors of 
the National Association and secretary 
treasurer of the Family Loan Com 
pany of Miami, Florida, received the 
annual civic merit award for 1951 at 
the national convention of the Junior 
Chambers of Commerce which 
held in Miami. ‘Two awards are made 
to individuals each vear. In announc 
ing the award to Mr. Maroon, J. At 
nold Mims, president, said that it was 
made by the Board of Directors of the 
Junior Chambers of Commerce in “‘ap 
preciation of outstanding civic spirit 
and whole-hearted cooperation with 
the Miami Junior Chamber of Com 
merce in the accomplishments of civic 
projects contributing to the welfare of 
the city, state and nation.” 


was 


Merryle Stanley Rukeyser, 


syndicated daily eco 
is distributed by INS 
editorials for the 


widely 
column 


whose 
nomic 
writes 


and who 


Personalities 


Gaylord R. Lancaster, 


recently appointed manager of Premier 
Loan Company, Inc., Peoria, Illinois, 
is a comparative newcomer to the 
consumer finance industry He has 
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Hearst chain and contributes exten- 
sively to national magazines, is start- 
ing a new weekly coast to coast radio 
series over the Mutual Broadcasting 
System beginning at 7:15 P.M. East- 
ern Standard Time on Thursday, 
March 6, 1952. The humanized dis- 
cussions of everyday economics will be 
aimed at the 60,000,000 gainfully 
employed Americans, and will reveal 
what the enterprise system means to 
American families. The series will be 
available for sponsorship station by 
station by local firms, or national cor- 
porations, and the details may be 
learned through Mr. B. J. Hauser, 
Mutual Broadcasting System, 1440 
Broadway, New York. Mr. Rukeyser 
is author of six books on economics, 
and was on the teaching staff of Co 
lumbia University. He has pioneered 
numerous ideas for creating better 
public understanding of the modern 


Mr. Bishop 


been associated with the M. Blumberg 
Company for the past six years. 

He joined their subsidiary, then 
operating as the National Loan Com 
pany, in Peoria March 5, 1946 as a 
ficld representative. In June 1946 he 
was named as manager of the Chilli- 
cothe, Illinois branch office, being 
then promoted in October 1946 as 
manager of their office in Canton, 
Illinois. In September 1951, Mr. Lan 
caster was advanced to his present 
position with Premier Loan. 

While in Canton Mr. Lancaster be- 
came very active in Kiwanis work. He 
served the Canton Kiwanis Club as 
secretary and vice president before be- 
ing elected president of that organiza 
tion in 1951. He also took part in 
many other civil activities, being one 
of the organizers of the Community 
Chest in that city. In the latter part 


corporation. The program will be 
called RUKEYSER REPORTS, and 
will deal with questions in the minds 
of average Americans. 


L. L. Bishop, 

Capital Finance Corporation’s vet- 
eran division manager, has moved to 
the company’s Executive Offices as 
director of supervision, which respon- 
sibility he will share equally with Mr. 
J. W. Smith. 

Mr. Bishop, a native of Pataskala, 
Ohio, is an old-timer in the field of 
consumer cash credit, having been so 
engaged continucusly since 1909— 
forty-two years ago. He had operated 
and managed several successful loan 
offices before he became a Capital 
division manager in 1930. As field 
executive with the company, he has 
efficiently supervised offices in several 

Continued on page 15 


Mr. Racey 


of 1951 he was elected 1952 Lt. Gov 
ernor of Division Eight of the IIli- 
nois-Eastern Iowa District of Kiwanis 
International. His principal duty as 
Lt. Governor will be administrative 
leader of nine Central Illinois Kiwanis 
Clubs comprising his division. 

Mr. Lancaster was born in Pekin, 
Illinois October 25, 1922 and was 
graduated from Pekin High School. 
He served three years with the U. S. 
Marine Corps, seeing action in the 
Pacific and South Pacific areas and 
was discharged in November 1945 
with the rank of Master Technical 
Sergeant. He was married in 1946 
and is the father of a 22-year-old 
son, Michael. 

At present Mr. Lancaster is a mem 
ber of the Peoria Kiwanis Club and is 
serving as treasurer of the Peoriarea 
Small Loan Association. 





x »* State Association Activities * * 


Wisconsin 


The Wisconsin Association of Small 
Loan Companies held their 25th An- 
nual Meeting at the Milwaukee Ath- 
letic Club, February 5. The morning 
business meeting was devoted to com 
mittee reports and the election of di 
rectors. ‘The directors elected Glenn 
Hammitt, president; M. E. Patrick, 
vice president, and Lyle A. Kamradt 
was re-elected secretary-treasurer. 
Following a very fine luncheon the 
membership viewed two very enter 
taining films—W ings to Hawaii’ and 
“Florida Fishing.” The afternoon 
program opened with an address by 
John Doyle, Supervisor, State Banking 
Department. Mr. Doyle has been in 
the Banking Department for 20 vears 
and his experience with our problems 
makes the supervision job easier for 
both Mr. Doyle and the lenders. Mr. 
Doyle stated he felt Chapter 214 small 
loan laws protect the public better 
than any of the other consumer credit 
laws. Only two justifiable complaints 
were received by the Department since 


Meeting Schedule 


California 


Fairmont Hotel, San 
Francisco 
May 7-8 


Ambassador Hotel, Los 





lowa 


Blackhawk Hotel, Daven- 


port 
May 14-15-16 


1936 and when one considers that in 
1950, for example, 158,000 small loans 
were made by Wisconsin lenders, this 
record is remarkable. Mr. Doyle sug 
gested that the state association should 
extend their public relations work be 
yond explaining our industry to the 
public and to other industries, and 
should get consumer finance education 
into the high schools and_ colleges. 
After commenting on what he con- 
sidered the best features of 214 and 
explaining that the Department limits 
their regulatory powers to setting the 
rate and maximum terms, and to rules 
that assure maximum protection to 
borrowers under dual loan operations, 
Mr. Dovle remarked that he was aware 
of the terriffic increase in costs in oper 
ations since 1934 when the small loan 
rate was established. He explained 
that dual loan operations have pet 
mitted lenders to operate at the “de 
pression day” rates. The procedure 
for applying for a small lean rate in 
crease was explained by Mr. Doyle 
with the admonishment that lenders 
must have facts and figures to prove 


April 9 


Statler Hotel, St. Louis 


their case and failure would be costly 

Edward N. Mayer, Jr., of James 
Gray, Inc., New York, who has had 
broad experience in direct mail adver- 
tising, spoke on “Test Every Mailing 
You Make.” He discussed a “pack 
age” consisting of letter, circular, and 
card or reply coupon with a return 
envelope. ‘Tests prove this successful. 
He does not feel method of processing 
—multigraph, mimeograph, or litho 
graphing—is important. ‘‘Overdress 
ing” is more serious than “cheapen 
ing.”” Testing indicates mail need not 
be personalized—headline catchers are 
more effective. Color is not necessary 
but is recommended on reply cards 
Oversize cards or letters and air mail 
reply envelopes are very productive 
I'wo page letters, contrary to popular 
belief, frequently prove profitable. In 
continuous messages use reverse side of 
page rather than second sheets. How 
ever, second sheets are better than 
“tear offs” at bottom of a sheet. Win 
dow envelopes are preferred and post 
age meter stamps are better than adhe 
sive tape stamps. Handwritten post 


Pennsylvania 

William Penn Hotel, 
Pittsburgh 

May 20-21 

Benjamin Franklin Hotel, 


Angeles 
November 19-20 


Connecticut 


Hartford 
April 15 

New Haven 
November 13 


Jefferson Hotel, Peoria 
April 23-24 

Drake Hotel, Chicago 
November 5-6 


Indiana 


Claypool Hotel, Indian- 


apolis 
November 29-30 


Kentucky 


Boiling Springs Countn 
Club, Lexington 
May 27-28 


Brown Hotel, Louisville 
October 29-30 


Maryland 
Ocean City 
Junz 3-4 


Lord Baltimore Hotel, 
Baltimore 
October 11 


Michigan 


Beach Hotel, Charlevoix 
July 10-11 


Statler Hotel, Detroit 
November 5-6 


New Jersey 


Knoll Golf Club, Boonton 


June 3 


Essex House, Newark 
October 23 


New York 
New York City 
May 7-8 


Ohio 


Neil House, Columbus 
October 14-15 


Oregon 


Multnomah Hotel, Port- 


land 
November 17 


Philadelphia 
November 12-13 


Virginia 

Williamsburg Lodge, Wil- 
liamsburg 

June 11-12 

Chamberlain Hotel, Old 
Point Comfort 

October 21-23 


Washington 


Washington Athletic Club, 


Seattle 
April 19 


West Virginia 

Daniel Boone Hotel, 
Charleston 

June 11 

Fairmont Hotel, Fairmont 


October 22-23 
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scripts and personal signatures on let 
ters are secrets to success in advertising. 
Mr. Mayer concluded his very informa 
tive address with the statement that 
the most effective letters are those that 
do not have to be written—letters 
of congratulations or condolences to 
friends and customers—letters that 
have human appeal. The man—or 
firm—writing such letters will pro 
duce “top” results. 

As usual, Joseph E. Newton, coun 
sel of Local Loan Company, came 
through with a very stirring and 
thought-provoking message on “Cur 
rent Legal Problems in the Small Loan 
Industry.” He discussed the hazards 
of libel, slander, and assault and bat 
tery A survey in the Chicago 
area shows bankruptcies are definitely 
on the increase. Mr. Newton praised 
the National Consumer Finance Asso 
ciation’s book “Operating Instructions 
for Bankruptcy.” 

If all lenders would remember that 
financial statements are credit instru 
ments—the which credit is 
granted or declined—and take care in 
proper data, many 
bankruptcies could be avoided. “Over 
is the root of most antago 
outsiders 


suits 


basis on 
getting complete, 


loading 
against the small 
loan business. In a discussion of wage 
ind salary stabilization, Mr. Newton 
pointed out that once the 10% in 
crease pool is used up it is gone for 
However, the 6°% merit pool is 
Across-the-board 
cost of living increases based on Labor 
Index rise may be granted to employ 
ces subject to wage stabilization but 
not to those under the Salary Stabili 
zation Board The important job 
being done by the Law Forum, and 
their excellent bulletins, make it im 
perative that all lenders and their legal 
counsel join this very aggressive organi 
zation, according to Mr. Newton. As 
an excellent example, the guide on Sol 
diers’ and Sailors’ Civil Relief Act put 
out by the Law Forum was demon 
strated 

Dr. M. R. Neifeld, vice president of 
Beneficial Management Corporation, 
gave a very interesting talk on “Cus 
tomer Mortality.” The place that the 
grim reaper “death” and the more 
affable “birth” play in giving to len 
ders an ever-changing market was 
brought out. One out of every five 
in our potential loan market is new 
compared to ten years ago. A new 
generation must be educated to our 
business. In the past ten years the 
population increase in Wisconsin was 
about 300,000 


nism of 


cver 


renewed each yea 
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The uneconomic practice of “shutt 
ling” accounts between lenders—often 
due to faulty lender exchanges—was 
brought out. In a 21l-month period 
back in 1941-42 a large multi-chain 
lost 45,786 accounts for $5,361,000 to 
competitors. In return they paid off 
competitors on 46,245 accounts for 
$5,368,000. Valuing cost of putting 
a new account on the books at $10.00 
each, the chain spent over a half a mil- 
lion dollars—a net change of 439 
accounts and $7,000 at this terrific 
cost 

Dr. Neifeld revealed a very surpris 
ing figure when he stated a study made 
by his company showed that 43% of 
new loans did not renew even once 
In a 5-year period to June 1951 one 
half of accounts paid out did not re 
turn as “former borrowers.” ‘The ef 
fect of migration of population on 
mailing lists was brought out. ‘Twenty 


per cent of your list will be inaccurate 


Nebraska 


First Row reading from left to right: Deryl Hillis, Home Finance Co., 


within 12 months. 

In spite of increased competition 
the figures show that in the past ten 
years while the population of Wiscon 
sin increased 10%, the number of 
borrowers served by small loan com- 
panies increased 60%. This is a fine 
endorsement by the public of our 
service. In concluding, Dr. Neifeld 
stressed the fact that small loan adver- 
tising does not create need for loans. 
There is no “impulse” borrowing. 
When a consumer reaches the impor- 
tant decision that he needs a loan and 
has confidence in his income future, 
then small loan advertising will help 
him decide which office he will pa 
tronize. 

Following the President's Reception 
and the Annual Banquet, nearly 300 
members and guests danced to Steven 
Swedish’s orchestra. A very instructive 
and entertaining convention brought a 
universal comment “best ever.” 


Grand Island, 


Nebraska; R. W. Gohde, Lincoln, Nebraska; R. H. Hiller, Omaha, Nebraska; L. E 


Uden, Hastings, Nebraska; Robert B. Watson, North Platte, Nebraska 


Top Row 


reading from left to right: C. ]. Bachoritch, Fairbury, Nebraska; B. E. Adkins, Norfolk, 
Nebraska; F. O. Gottschalk, Columbus, Nebraska; E. A. Thompsen, Omaha, Nebraska; 
Art H. Werner, Wilmette, Illinois; M. P. Caplan, Lincoln, Nebraska 


The 20th Annual Convention of the 
Nebraska Association of Small Loan 
Companies was held at the Paxton 
Hotel, Omaha, on January 21-22-23, 
1952. The Board of Directors meet 
ing opened the sessions at 3:00 P.M. 
on the first day, with President Adkins 
appointing committees to report to the 
delegates during the business meeting 
the following ‘ay 

A dinner at 6:00 P.M. honored all 
of the past presidents and their wives; 
active directors and wives also at- 
tended. Clarence Landen, first presi- 
dent of the association in 1932 was the 


principal speaker. He reviewed the 
history of the association since its or 
ganization as well as the industry and 
stressed the importance of our business 
in our present economy inasmuch as 
we are serving one out of every seven 
families in the State of Nebraska and 
aiding them to rehabilitate themselves. 

The annual _ business meeting 
opened the second day's activities. 
Chairman Gottschalk of the Public 
Relations Committee stated the asso- 
ciation had completed all the neces- 
sary arrangements, with the exception 
of signing a contract with the Univer 





sity of Nebraska Foundation for a 
$300.00 scholarship each year, to a 
worthy Junior or Senior at the Univer- 
sity of Nebraska. The recipient of the 
scholarship must be a graduate of a 
Nebraska high school. The contract 
is cancellable at any time. 

The following were elected Direc 
tors for the ensuing year: R. H. Hiller, 
F. O. Gottschalk, Robert Watson, C. 
J. Bachoritch, Daryl Hillis, Art Wer- 
ner, E. A. Thompsen, E. R. Freeman, 
M. P. Caplan and L. E. Uden. Re 
tiring President Adkins remains on the 
Board as a director. Messrs. Watson, 
Hillis and Uden are new directors. 
Officers for 1952 are: R. H. Hiller, 
president; Robert Watson, first vice 
president; Daryl Hillis, second vice 
president; L. E. Uden, treasurer, and 
R. W. Gohde, secretary. 

During the meeting President Ad- 
kins asked the members to stand and 
remain silent for one minute in mem- 
ory of our departed associate and past 
president, E. W. “Dick” Devereux, 
and Frank Kuncl, former examiner of 
the State Banking Department both 
of whom died since our last meeting. 

The Public Relations Luncheon was 
attended by more than 125 Omaha 
business men as our guests to hear a 
very inspirational address on con 
sumer credit by William J]. Cheyney, 
executive vice president, National 
Foundation for Consumer Credit, 
Washington, D. C. 

The afternoon session was devoted 
to addresses by the Honorable J. F. 
McLain, Director of Banking, State of 
Nebraska, Loren H. Laughlin, Direc- 
tor of Insurance, State of Nebraska, 
Harold Johnson, Assistant Director, 
Banking Department, State of Ne 
braska, and C. A. Browne, Jr., execu 
tive secretary, Kansas Association of 
Finance Companies. The banquet 
was attended by 260, who enjoyed a 
very delicious dinner, entertainment 
and dancing. 

Wednesday morning’s session 
opened with an address by John E. 
Peterson, secretary, State Finance 
Company, Des Moines, Iowa, on 
“Preservation of Earnings,” followed 
by panel discussions, with Walt Peter 
son as Moderator, and prepared papers 
by Arthur Werner, Beneficial Man- 
agement Corporation, Chicago, on 
“Advertising,” Jay Cherniack, Amer- 
ican Loan Plan, Omaha, on “Bank 
Relations,” George Olsen, United F\- 
nancial Service, Omaha, on “Collec- 
tions,” and H. E. Van Vliet, Commu- 
nity Credit Company, Omaha, on 
“Business and Credits in 1952.” <A 


lively question and answer program 
followed each paper. 

The convention closed with the 
luncheon on Wednesday and the 
speaker was Walter E. Hammond, 
economist for the Resources Division, 
State of Nebraska. His topic was 
“What Does Industrial Development 
Mean to Nebraska?” 

A ladies program was inaugurated 
this year and we are indebted to Mrs. 
R. H. Hiller, Mrs. Walt Peterson and 
Mrs. B. E. Adkins for the fine pro- 
gram promulgated for the members’ 
wives. 

Our association is also very much 
indebted to R. H. Hiller, Convention 
Chairman and his committee of Ernie 
Freeman, Walt Peterson and Dave 
Fenstermacher for the best convention 
in the history of our association. 





A Glance... 
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states, notably Ohio, Indiana and New 
York, and established a high record for 
successful, profit-making branch oper 
ations. 


Paul R. Cox, 


formerly division manager for Capital 
Finance Corporation in New York, 
has been transferred to the Columbus 
Executive Offices and promoted to the 
new position of assistant-to-the-vice 
president. In this important assign- 
ment, Mr. Cox will lend his capable 
hand of helpful assistance to Mr. P. C. 
James in the over-all administration of 
Capital offices. 

A veteran of more than 15 years’ 
excellent service with Capital, Mr. Cox 
first achieved distinction through a re- 
markable job of opening and building 
the branch at Glens Falls, New York, 
into one of the company’s largest 
units. Such an outstanding perform 
ance record well merited his promo 
tion (1948) to division manager, in 
which capacity he similarly obtained 
unique distinction for superior branch 
office attainments. 


Edgar F. Racey, 


a relative newcomer to Capital Fi 
nance Corporation’s ranks, becomes 
the manager of the Purchasing De- 
partment. 

Mr. Racey is a native of Ohio and 
graduated from Caldwell, Ohio, high 
school, then from Washington-Jeffer- 
son College where he played varsity 
football. 

After his 1925 collegiate graduation, 
Mr. Racey worked for a couple years 
as a salesman for Parke-Davis & Co., 


calling on the retail trade. The next 
five years he was in the banking field 
at Boston, Mass. For some nine years, 
Mr. Racey operated, on his own ac- 
count, as an Investment Counsellor 
in Boston. 

At Pearl Harbor time he enlisted as 
an A.E. in the U.S. Navy, soon was 
sent to O.C.S. and commissioned as an 
Ensign and rose to the rank of Com- 
mander. 

Shortly after his separation from the 
Navy, he joined Capital at its Colum- 
bus-83 S. High St. office. His branch 
office training was further augmented 
by brief periods in several other units 
where he rapidly grasped the rudi- 
ments of consumer financing tech- 
niques. He was then transferred to 
the Home Office staff where he busied 
himself with several different chores, 
especially the preparation of ““Train- 
ing Productive Personnel.” 

Alfred Orlin, 

secretary of the Guardian Loan Com- 
pany, Inc., has been elected vice presi- 
dent for 1952 of the Lenders’ Clear- 
ance Service Inc. of New York City, 
an organization of consumer finance 
companies, located in the metropoli- 
tan area. 
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$46 :39,¢9 h 
Stand additional 
(Some rates above $300 — $22.00 each) 


Stand with built-in Time Finder $15.50 
(No need to buy a new stand if your rate changes) 


Accurate to the penny — Quick and 
simple in operation — Easy for new 
employees to use — Sturdy, durable. 
Hundreds of satisfied users, in- 
cluding Household Finance, Public 
Loan, Commonwealth Loan, Liberty 
Loan, and other chain and inde- 
pet.dent companies. 
1 DAYS FREE TRIAL 
ORDER ONE TODAY! 


JOHN DICKINSON SCHNEIDER 
833 North Orleans Street - Chicago 10, Illinois 
NOTE #IP™ No declers—no salesmen—we 
sell by mail only to keep our prices down. 
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Lexington's Oldest 
Finance Institution 


Changes Location after Thirty- Four Years 


finance 
Finance 


Lexington’s oldest personal 
company, The Lexington 
Company, Incorporated, moved to its 
new location at 110 West Short Street, 
lebruary 1, after having occupied the 
same quarters since its original open 
ing in 1918 


Functional design 


lhe interior of the new ground floor 
location as pictured above is one of 
the outstanding business offices in the 
Bluegrass area. ‘The modern trend to 
functional design is reflected through 
colored photomurals depicting scenes 
of the Kentucky Bluegrass area, walnut 
paneled walls, custom-made counters, 
convenient confidential closing rooms, 
ind a sweeping view of the entir 
operation which is permitted by frec 
dom from structural support he 
icoustical ceiling lends an air of pri 
and dignity to the operation, 
which is discreetly lighted through in 
direct fluorescent ceiling installation 
Ihe cream and linoleum tile 
floor covering lends a decorative not« 
to the design throughout the office 


Vacy 


green 


Special planning 

The completely air-conditioned new 
office is especially planned and de 
signed for small loan and finance com 
pany operation The four 
rooms are walnut paneled, topped with 
frosted glass, lending an air of privacy 
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closing 


Custom-made, built-in desks in the 
closing rooms and all new office fur 
niturc complete the modern interior. 

Mr. T. C. Quisenberry, secretary- 
treasurer and general manager of the 
corporation, upon being complimented 
on the beauty of the office, stated, “In 
striving for the goal of releasing ten 
sion in the closing room, we have 
taken a leaf out of the book of modern 
sales organizations across the nation. 
In designing this office, we had in mind 
the basic sales principle of precep 
tion before conception, and our entire 
objective is to radiate a general atmos- 
phere of friendliness and confidence.” 


Modern exterior 


he exterior is of the design follow 
ing the ultra-modern pattern in the use 
of aluminum and plate glass. This is 
the first loan office in the Bluegrass to 
use this type of design and construc 
tion composed of aluminum and plate 
glass. ‘The aluminum and plate glass 
front reflects a riot of colors from the 
130-square-foot, horizontal, V-shaped 
neon sign as it flickers on and off spell 
ing out the name “Lexington Finance 
Ce” 

Lexington Finance Company 1s 
owned by 100 local citizens with the 
majority of interest having been pur 
chased in 1940 by Mr. G. D. Kincaid. 
Mr. Kincaid was elected a director in 
the Kentucky Consumer Finance Asso- 


ciation three years ago, and for the 
past two years, has served the associa 
tion as its president. Mr. Kincaid is 
also president of Kentucky Finance 
Co., Inc., which was organized in 1946 
and which now has fifteen offices 
throughout the state 


Years of service 


Mr. Quisenberry has been promi 
nent in the personal finance business 
in Lexington for the past thirty years. 
Ihe staff of his office includes Mrs 
Lillian A. Phelps, Mrs. Maurice Lan 
caster, Mrs. J. D. Willis, Mr. Howard 
Wurtenberger, and Mr. Charles Co 
vert, whose combined experience with 
Lexington Finance Company make a 
total of 56 years of service to Lexing 
ton, Kentucky 

Radio, newspaper, direct mail and 
personal contact promotion was very 
successful as indicated by the 4200 
people who received flowers and cigars 
at the formal opening in February, 
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Explaining Your Business 
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thought he was not interested in them 
as persons; only in the work they pro 
duced. Forty-two per cent felt that 
they lacked store information, and 
only 7% guessed Mr. Bach’s true net 
proht in per cent 

Armed with these and other figures, 
Mr. Bach had the information to be 
gin a sensible program. He gave them 
a brief history of the company, and ex 
plained his philosophy of doing busi 
ness. He told his employees that 
meetings would be informal, and they 
were free to inject any comments. 

During the course of the meetings, 
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Neu SIT DOWN COUNTERS 


Neu CLOSING ROOMS 


fast delivery 


NA Service of Missouri 
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he found speakers to discuss local 
problems, conducted surveys to dis 
cern the opinions his staff held re 
garding the company, explained the 
free-enterprise system, established in 
centive-merit selling aids and supplied 
work benefits. 

Mr. Bach said that 79% of his staff 
felt the firm was above average, during 
a survey before the institution of the 
meetings, and the figure rose to 95% 
after the meetings 


Ideas presented 


As a daily feature of the National 
Chamber's Seminar, Dr. Emerson P. 
Schmidt, Directer of the Chamber's 
Economic Research Department, an 
swered the questions most frequently 
raised by employees during communi 
cations meetings 

Following Dr. Schmidt's talks, Don 
Phillips, President of Hillsdale Col 
lege, Michigan, conducted his “Dis 
cussion 66” in exploring Dr. Schmidt's 
comments 

Mr. Phillips broke the audience into 
groups of six, and appointed a spokes 
man for each group. The groups were 
instructed to talk over Dr. Schmidt's 
ideas, and the best ideas emanating 
from the discussions were voiced by 
the spokesman. 

“The practical effect of this plan,” 
Mr. Phillips explained, “‘is to make the 
silent majority vocal and let everyone 
share the others’ ideas.” 

Explaining Your Business meetings 
are being planned in all parts of the 
country. Regional meetings are 
slated for Seattle and New York City 
this spring. 
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MENT PROMOTION. Used by large 
chain companies EVERY TIME they 
open a new office. 
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Twenty Years Ago in the NEWS 


PERSONAL FINANCE NEWS, March 1932 


2 
National Officers, 1931-1932 
President, L. K. OSBORNE; Vice President, W. G. WOOD 
Executive Vice President, W. FRANK PERSONS; Treasurer, T. J. HARRISON 
Secretary, EDGAR F, FOWLER 

Instalment credit, a valuable instrument of mass production and 
distribution, applies only to durable goods of relatively high unit 
cost. It moves only about 10 per cent of retail trade. The problem 
of business today is concerned largely with stabilizing the market 
for the other 90 per cent. The chief drag on this market is the more 
than fifteen billion dollars estimated by retail credit authorities to be 
tied up in slow open accounts. Some of it is owed by the unemployed 
who will not be in a position to begin payment until work is re- 
sumed. But most of it is owed by people whose indebtedness does 
not exceed one or two months’ income—not too much to be repaid 
out of current income over a period of months. What these debtors 
need is a plan of repayment elastic enough to fit their capacity to 
pay. What their creditors need is immediate payment in full to 
thaw out credits, enable them to obtain turnover on capital and thus 
stimulate both industry and commerce all along the line. 

The new personal finance industry can supply these needs—supple- 
mentary funds for necessary purposes, It is valuable, not alone for 
thawing out frozen instalment credits, for conserving the family’s 
equity in mortgaged property, but also for paying open account debts 
which account for 50 per cent of the family’s expenditures. Un- 
heralded and almost unknown, personal finance is making over a 
half billion dollars available this year to amortize the debts of about 
three million families...... 

L. C. Harbison, president of Household Finance Corporation in the 
Executives Service Bulletin of the Metropolitan Life Insurance Co. 


é 


In this emergency many personal finance companies are using 
their intimate knowledge of the individual and collective financial 
problems of their customers in systematic efforts to relieve suffering 
and to assist in the maintenance of family solvency. A highly in- 
teresting example of the methods used is described as follows: 

This is that case of the owner of a small coal mine, delinquent in 
his account with the company and so destitute as to be unable to 
buy food for his family. Another customer had a decrepit truck 
but nothing to haul. The mine owner and the truck driver were 
placed in contact so that, with a little financing on the part of the 
company, the owner mined coal and the driver hauled it. 

This seemed an ideal arrangement until the driver appeared at 
the loan office with his truck loaded with coal, saying that he had 
been unable to find purchasers. The manager of the company, by 
strenuous hustling, secured contracts from two small manufacturing 
concerns to take the entire output of the mine. Now, the mine 
owner and the truck driver have assured incomes and are rapidly 
liquidating their obligations to the personal finance company and 
others. 

—David B. Lichtenstein, president of the Missouri Association of 
Personal Finance Companies. 
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This Statement shall summarize the 
computations on which the employer 
based his adjustments and shall in- 
clude the following data: 


Salary Regulation Amended 


By Joseph E. Newton 


Salary Board knocks out report requirements 


on 10% catch-up increases. 


Ihe Salary Stabilization Board, ac 
cording to a report issued by Com- 
merce Clearing House dated February 
13, 1952, has amended its Regulation 
so that reports no longer are required 
for the 10% general catch-up in- 
creases. Under the prior Regulation 
reports of such increases were required 
to be filed within 10 days. With this 
amendment the Salary Stabilization 
Board now falls in line with the Wage 
Stabilization Board in knocking out 
the report requirements on the 10% 
catch-up increases 

Notwithstanding the foregoing, it 
is essential that the employer keep 
adequate records. A summary of the 
information necessary to be kept by 
the employer in connection with all in 
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creases given to employees under the 
jurisdiction of the Salary Stabilization 
Board follows: 


1. Name and position of employee 
to whom adjustment is granted. 

. The payroll period for which the 
adjusted salary was first paid. 

. If such adjustment was granted 
retroactively, the payroll period 
as of which it was granted. 

. The salary of the employee prior 
to and subsequent to the adjust 
ment and the amount of the ad 
justment. 

. The type of 
merit, etc.). 


> 


increase (10%, 


In addition to the foregoing records, 
it is now also required that each em 
ployer shall prepare and retain a Sum- 
mary Statement as to increases granted 
to employees subject to the jurisdic- 
tion of the Salary Stabilization Board. 


1. A description of the employee 
group to which the increase was 
granted; 

. The amount initially available 
to the group, for adjustments in 
salaries and other compensation, 
on a per payroll period, calendar 
year or other basis, whichever 
may be applicable; 

. The amount which has already 
been used at the time the ad 
justment is made; and 

. The amount, if any, remaining 
available, after the adjustment is 
made. 


The initial summary must be pre 
pared within 90 days from January 30, 
1952, and shall be kept current on a 
quarterly basis. Certification of the 
statement by the employer is neces 
sary. If increases are granted under a 
written plan or procedure, a copy of 
the plan or procedure must be made a 
part of the records. 

Certification is not required for any 
quarter in which no adjustments have 
been made. 











“Lyman’s writing his congressman 
about the labor situation- he keeps 
losing one employer after another!” 

















New Members 
of Federal Reserve 
Board 


The Senate on February 6 confirmed 
the nominations of Abbot L. Mills, Jr., 
vice president of the United States Na 
tional Bank, Portland, Oregon, and 
James L. Robertson, of Nebraska, now 
First Deputy Comptroller of the Cur- 
rency, to be members of the Board of 
Governors of the Federal Reserve 
Svstem 

There was no debate. 
votes were registered 


No negative 


Selected by Chairman Martin 

The nominees were selected by Wil 
liam McC. Martin, Chairman of the 
Board. Mr. Martin favors an inde 
pendent Board and made sure that 
new members would be with him on 
that issue. President Truman, al 
though he backs the Treasury’s side 
of the argument, appointed Mr. Mar 
tin’s men The two new appoint 
ments to the Federal Reserve Board 
apparently bulwark that agency's de 


termination to follow its own ideas— 
rather than those of the ‘Treasury—in 
imposing anti inflationary monetary 
controls. 

Mr. Martin himself went to FRB 
from the Treasury, but he is reported 
to be thoroughly sold on the Federal 
Reserve's present policy. 


Authority on credit 


Mr. Mills spent two days discussing 
credit policy and related questions with 
the FRB Chairman. Considered an 
authority on credit, Mr. Mills has 
spent his entire career in the banking 
business, and his father was a banker 
before him. For years, the younger 
Mills has been vice president of the 
U.S. National Bank of Portland. He 
is 53 vears old. 

Mr. Robertson is an old friend of 
Chairman Martin, having worked in 
the Treasury's Office of the Comp 
troller of the Currency since 1933. 
Mr. Martin has had plenty of oppor- 
tunity to sound out the appointee’s 
views. 

Ihe most recent job held by Mr. 
Robertson has been that of Deputy 
Comptroller of the Currency. He is 
hopeful that his new duties will have 
to do with bank supervision, a field 


with which he is familiar. He grew up 
in Nebraska, attended Grinnell Col 
lege, and went on to Harvard for 
graduate work. 
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For Your Reading 


Measurements of the strength of fac 
tors influencing the demand for con 
credit are reported by Dr 
Avram Kisselgoff in an investigation 
made public by the National Bureau of 
Economic Research 

Dr. Kisselgoft’s analytical data, pre 
sented in a technical report, Factors 
Affecting the Demand for Consumer 
Instalment Sales Credit, contribute to- 
ward the understanding of the role 
that control of instalment sales credit 
might play as one of a group of meas 
ures in a comprehensive program for 
stability 

Ihe economist, using statistics for 
the prewar period and checking them 
recent data, found total cur 
rent real income to be an important 
clement in the explanation of demand 
for instalment sales credit 

\ one percent change in real cur 
rent income under prewar conditions 


sumer 


cconomic 


against 


tended to cause more than a one pet 
cent change in the demand for instal 
found. Annual 
in real current mcome 
with more than 
tionate changes in demand for instal 


ment sales credit, he 


changes were 
issociated propor 
ment sales credit 

With an increase dollar in 
the annual income after taxes available 
to consumers 


of onc 


current disposable in 
come ), instalment sales credit demand 
on the a little 
more than nine cents. Measurement 
of the elasticity of the relationship 
shows that instalment sales credit was 
highh 
come of the current year 

lotal instalment 
mand per 


increased average, by 


sensitive to changes in the in 


sales credit de 


unit 
when the size of the re 
quired monthly instalment 
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increased. In this relationship, instal 
ment sales credit was also sensitive to 
differences in the size of monthly in 
stalment payments, but to a_ lesser 
extent 

The amount of instalment 
credit was also affected by the income 
of the preceding year, though only 
slightly 

Dr. Kisselgoff analyzed data on the 
demand for automobile instalment 
sales credit and for diversified instal 
ment sales credit separately. 

His results suggest, he reports, that 
there is a lag of about seven months 
between a change in income and its 
full effect on consumer use of instal 
ment credit for the purchase of auto 
mobiles 

Consumers using instalment 
credit for the purchase of goods other 
than automobiles are more sensitive to 
changes in current income than to 
changes in the income of the pre 
ceding vear. Here there is a lag of 
only three or four months between a 
change in income and its full effect 
on credit demand 

Dr. Kisselgoff also found that the 
margin of income above the costs of 
necessitics may be of particular valuc 
in analyzing consumer credit demand 
in periods of strong inflationary o1 
deflationary movements Moreover, 
consumers attach great importance to 
the prices of durable consumers’ goods, 
relative to the prices of the other 
goods they buy 

Some forces have been steadily tend 
ing to reduce somewhat the demand 
for instalment sales credit, especially 
for the purchase of automobiles, he 
noted 

Probably the 
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these,” he reports, “have been the 
accumulation of liquid assets by con 
sumers, the increasing use of durable 
consumers’ goods for trade-in purposes, 
and the increasing tendency of con 





RUFUS DEWITT KING 


Rufus DeWitt King, 68, president 
and chairman of the board of Family 
Finance Corporation, died on Febru 
ary 8 at St. Francis Hospital, Miami 
Beach. He had been in the hospital 
two wecks. 

Mr. King had been a resident of 
Miami Beach since 1937 when he put 
chased White Haven, former home of 
J. C. Penney at 8 Belle Isle. 

He was vice president and chairman 
of the board of the Modern Coach 
Corporation, which has headquarters 
in Albany, Georgia, and serves, 
through its bus lines, large areas of 
Georgia, Northern Florida, and Ala 
bama 

Mr. King was a member of the 
Board of Directors of the National 
Consumer Finance Association many 
At his death he held mem 
Committee of Once 
Hundred, the Surf Club of Miami 
Beach and the Biscayne Bay Yacht 
Club in Miami Beach. In Atlanta he 
a member of the Capital City 
Club and the Atlanta Athletic Club 
In addition, he was a member of the 
Old Guard Battalion of Atlanta. He 
had staff of 
Georgia Russell 


and Eugenc 
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sumers to purchase durables through 
direct cash borrowings.’ 

What his findings contribute toward 
the formulation of economic policy 
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for the achievement of stability is 
summarized by Dr. Kisselgoff at the 
conclusion of his report 


Role of consumer credit control in 
economic stability is studied 


Consumer credit control can play 
only a limited role in the achievement 
of economic stabilitv, he believes. 

Drastic tightening of credit terms 
might force a contraction of the vol 
ume of credit demanded in periods of 
prosperity. Relaxation of terms might 
induce an expansion of credit in reces 
sions. But these factors are of only 
limited importance in determining the 
demand for consumer credit 

Ihe main factor, he points out, 
is income When income rises to 
high levels, it brings a high level of 
this type of credit. When it drops to 
low levels, it reduces consumer desire 
to use credit 

Moreover, he notes, changes in the 
prices of durable consumer goods may 
modify the effect of changes in credit 
terms. If prices of durables are high 
relative to the prices of other goods 
and of consumer income receipts, the 
size of the monthly instalment pay 
ment may be cut of line with the con 
sumer’s budget. ‘This may serve as a 
deterrent to the purchase of durables 

Vhus, while consumer credit control 
may have a role as one part in a com 
prehensive program for economic sta 
bility, the facts indicate, the economist 
concludes, that there is little promise 
that the swings in consumer expendi 
tures during expansions and contrac 
tions of the business cvcle can be 
greatly influenced solely by changes 
in credit terms 

Dr. Kisselgoff's investigation was 
carried on as an extension of the Stud 
ics in Consumer Instalment Financing 
that were started in 1938 under the 
Financial Research Program of the 
National Bureau, of which Dr. R. J 
Saulnier, Professor of Economics at 
Barnard College, Columbia University, 
is Director 





FORMING A NEW 
LOAN COMPANY? 


WITHOUT CASH DELAY, you can 
be furnished with tested, proved 
advertising to announce opening and 
build substantial volume quickly 

Experienced loan advertising spe- 
cialists will exchange advertising for 
stock in your new company. Write 
Box 000, Consumer Finance News, 
315 Bowen Bidg., Washington 5, D.C 
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